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5 Process MANAGEMENT

SSCOM continually and systematically designs,
evaluates and improvesitskey aspects of process man-
agement, including customer focused design, product
and service delivery processes, support services, and
supplier management.

5.1 Design/Introduction of Products/Services

SSCOM leadership is the driver in systematically
and continually designing, evaluating and improving
designs and design processes to exceed customer re-
guirements, as seen in the SSCOM Continuous Im-
provement System (Figure 1.4) and in step 3 of the
SSCOM Business Cycle (Figure 3.2). Westrategically
deploy design processes to meet goals (section 3.2).

5.1a Design Development

SSCOM’s umbrella product design methodol ogy
is the Life Cycle Management Process for SSCOM
Products, Figure5.1. Thisprocessrepresentsthe man-
dated Department of Defense (DoD) acquisition cycle
as implemented by Army Regulations.
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Figure 5.1. Life Cycle Management Process for SSCOM
Products

The Integrated Planning Process (TIPP), Figure
5.2, is used to plan for Science and Technology pro-
grams transitioning from concept to development, in
Figure 5.1. TIPP utilizes continuous feedback from
stakeholders and merchants to meet customer needs
(section 5.2b).

We apply the concepts of Integrated Product and
Process Development (IPPD) and Integrated Product
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R&D Program Execution:
« Technology generation
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Figure 5.2. The Integrated Planning Process (TIPP)

Teams (IPTs) throughout the life cycle management
of our products and services.

IPPD is a management process (Figure 5.3) that
integrates all activities from product concept through
production/field support, using a multifunctional
team, to simultaneously optimize the product and its
manufacturing and sustainment process to meet cost
and performance objectives. The power of IPPD is
its tailorability to any development effort regardless
of complexity.

Figure 5.3. Integrated Product and Process Development
(IPPD) Process

IPPD is implemented by our Integrated Product
Teams (IPTs), cross-functional/multi-discipline teams
that are formed to design/deliver specific products to
external customers. Our leadership highly encourages
and supports the utilization of IPTs in life cycle man-
agement of products/processes.  |IPT members may
include: customers, contractors/suppliers, contracting
officers, lawyers, engineers (system, mechanical, elec-
trical, manufacturing, production, human factors,
safety, environmental, facilities, quality, reliability and
maintenance), testers, evaluators, software developers
and logisticians. Thetailorability of 1PTsalowsthem
to be used at any level in an organization, as seen in
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Figure 5.4 (part of Figure 1.4, the SSCOM Continu-
ous Improvement System).
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Figure 5.4. Integrated Product Teams (IPTs)

When an IPT has membership external to our
command, we may implement a forma agreement, a
Memorandum of Understanding or Memorandum of
Agreement (MOU or MOA). The MOU/ MOA makes
teaming easier between SSCOM and other agencies,
by defining responsibilities and funding agreements up
front.

IPTs constantly share information within their
own teams and with other IPTsinthe same or differ-
ent life cycle phases. This exchange of information is
represented by the interlocked feedback loops shown
in Figure 5.1. Through these relationships lessons
learned are applied across | PTsto achieve better prod-
uct quality and shortened cycletime. 1PTs practice an
integrated acquisition approach across all phases of the
acquigition life cycle.

Technology insertion is a mechanism for taking
advantage of other IPT efforts. A specific technology
in an earlier acquisition phase (i.e. concept) can be in-
serted into alater acquisition phase (i.e. development)
when it is mature enough and does not compromise
cost, schedule, or performance. For example, the re-
vised Land Warrior development program inserted
technologies into its program baseline from the Gen-
eration 11 (GEN I11) Soldier program. Land Warrior
IPTs plan to use additional technology insertions, as
appropriate, at future points in the program.

The Clothing and Individual Equipment (CIE)
Acquisition Process, part of the SSCOM Life Cycle
Management Process, uses Integrated Acquisition for
CIE items. Specific IPTs for acquisition, Integrated
Acquisition Teams, use IPPD to reduce cycle time in
fielding CIE items (section 5.2b and Figure 5.5).

Translating Customer Requirements into Prod-
uct and Service Design Requirements. The process
in Figure 5.1 begins with the identification of a mis-
sion need by either our customers, our life cycle man-
agers, or both. During the development of generic state-
of-the-art technologies, we work closely with the U.S.
Army Training and Doctrine Command (TRADOC)
to establish broad user requirements. TRADOC Battle
Labs warfighting experiments provide interaction be-
tween soldiersand SSCOM to definerequirements. We
prepare Science and Technology Objective (STO) pro-
posals (concept phase in Figure 5.1), based on
TRADOC Battle Labs Operational Capability Require-
ments. A STO states a specific, measurable, major
technology advancement to be achieved by a specific
fiscal year. STOs are reviewed annually at Joint
AMC(SSCOM)/TRADOC meetings and approved by
the Army Science and Technology Working Group.

The user community (e.g., the U.S. Army Infan-
try School) documentsaneedinaforma Mission Need
Statement (MNS), which may evolve into an Opera
tional Requirements Document (ORD). We actively
participate in IPTs with customers to prepare MNSs
and ORDs. We systematically learn about customer
requirements (section 7.1) and trandlate them into de-
sign requirements. We collocate personnel with key
customers to gain first hand knowledge of their needs
and to achieve robust integrated relationships (Figure
7.4). Through our Scientists and Engineers Field Ex-
perience with Soldiers (SEFEWS) program (sections
7.2d, 7.3), we spend time with soldiersin the field to
gain hands-on product experience, customer feedback,
and insight into unstated requirements which are fed
into the requirements generation process.

Translating Design Requirements into Produc-
tion/Delivery Processes. Once an Operational Re-
guirements Document is approved, I|PT members meet
to discuss customer requirements and to develop apro-
gram acquisition strategy. The IPT determines the
smartest, most cost effective, and quickest way to meet
or exceed customer expectations. During this process,
the IPT determines whether to purchase adomestic or
foreign item (either commercial or government) “ off-
the-shelf” (Option A in Figure 5.1), to modify an ex-
isting product (Option B or C), or to develop a new
product (Option C or D). Market survey information
enables the IPT to decide where to enter the acquisi-



tion life cycle. The acquisition strategy documents
how the IPT will proceed through the cycle using
metrics. ThelPT continually develops, testsand evalu-
ates designs throughout the life cycle. We use mea
surement planswith metricsto continuously track, man-
age and improve design process performance (section
5.2a).

Addressing Product and Service Requirements
Early in the Design Process. All life cycle require-
ments are addressed early in product/process design,
through IPPD/IPTs. The cross-functional, multi-dis-
cipline nature of the IPTs ensuresthat product and ser-
vice designs are managed to meet or exceed customer
expectations. Product performance is regularly mea-
sured against performance requirements. Formal re-
views and tests are conducted at every program mile-
stone before entering the next life cycle phase. Since
IPT members each have their own area of expertise,
trade-off analyses are more thorough and accurate, and
problems are identified and addressed early in the de-
sign process. Suppliers, as members of IPTs, are in-
volved early to ensure proper integration and to help
overcome technical challenges.

5.1b Design Review

SSCOM participates in formal design reviews
with customersand suppliersto evaluate technical and
operational performance at key program milestones.
IPT members continually review designs through
IPPD. For aprogram to progressto the next lifecycle
phase (Figure5.1), exit criteria, previously agreed upon
by IPT members, must bemet. Our devel opment phase
endsin an Army decision processknown as Type Clas-
gfication (TC). TC alowsthe IPT to formally docu-
ment that a product design meetsall customer require-
ments and is ready for production. A Performance
Specification, containing operationa performance cri-
teria, design interfaces with other systems and quality
parameters, isprepared and approved. ThelPT remains
with the product into production and fielding phases.

5.1c Design Evaluation and Improvement
Designs are tested to evaluate performance and

producibility. Test readiness reviews are conducted
prior to technical testing (without soldiers) and opera-
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tional testing (with soldiers). Tests are conducted by
independent testers and evaluators to provide objec-
tivity during design evauation. IPTs review test re-
port datafor trade-off discussionsamong our life cycle
managers, customers, and suppliers regarding cost,
schedule and performance. We aso use OFIG sur-
veys to evaluate our products (section 7.1). Through
the IPPD process, lessons learned by IPTs are shared
with other IPTs and senior management to improve
existing process designs and introduce new designs to
reduce cycle time for fielding products. We use sev-
eral process design mechanisms to improve quality
and operational performance while reducing cycletime
(section 5.2b). The SSCOM Acquisition Improvement
Program Officer champions acquisition reform initia-
tives. SSCOM leadership uses metrics (Figure 2.2) to
evaluate process performance and to identify areas to
improve quality and shorten cycle time. Metrics are
used in strategic planning (section 3.1c) and in step 5
of the SSCOM Business Cycle (section 3.2a). See sec-
tion 6.1 for results of design process improvements.

5.2 Process Management: Product and
Service Production and Delivery

5.2a Production/Delivery Process Management

Key Processes. SSCOM meets or exceeds
customer design requirements by applying the Life
Cycle Management Process for SSCOM products
(Figure5.1), whichincludes TIPP, IPPD/IPTsand CIE
Integrated Acquisition (section 5.1). We aso utilize
the SSCOM Business Cycle (Figure 3.2) to factor
quality improvementsinto our production and delivery
processes. CIE programs, Soldier Enhancement
Programsand the Land Warrior Program are managed
through IPPD/IPTs.

Measurement Plans and Maintaining Process
Performance. Measurement plans are embedded in
our gpplication of IPPD/IPTs. |PTs make extensive
use of meetings and reviews with customers. For
example, the Force XXI Land Warrior Science and
Technology program and the GEN 1l Soldier program
use teleconferences with al 1PTs, monthly tracking of
suspenses, cost-to-work ratios, delivery schedules, and
quarterly reportsto the Force X X1 Land Warrior team
at formal reviews. Examples of SSCOM (PM- Soldier)
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Land Warrior program measurements are:
* Program Status Report (Monthly)
Design to Cost Report (Quarterly)
Life Cycle Cost Report (Quarterly)
Variance Anaysis Report (Quarterly)
Software Test Report (One Time)
Failed Item Anaysis Report (As Required)
Customers participate in reviews and are constantly
in the loop regarding critical decisions that impact
cost, schedule and performance.

5.2b Process Evaluation and Improvement

We evaluate and improve product and service
processes using the approaches described in section
5.2a. Seeresultsin sections 6.1 and 6.2.

Improvements to TIPP Process. TheTIPP process
(Figure 5.2) improved dramatically over the last four
years. Planning Integrations Groups/Teams (PIGY
PITs) develop programs, based on available funds and
best technical approach. Teams meet regularly to
discuss technology thrusts and overlap among product
areas to maximize the use of funds. TIPP feedback
mechanisms include lessons learned sessions, work-
shop feedback sheets, and resource notebook updates.
Improvements to TIPP include: the integration of
technical and development teamsin acommodity area;
starting the process earlier in the fiscal year; and more
customer involvement (section 7.2).

Acquisition Cycle Improvement. The process
of getting designed products to customers as quickly
as possible is managed by the Integrated Acquisition
process. A CIE Process Action Team (PAT), created
in 1993, sanctioned the process as a mgor step for
CIE acquisition process improvement. Integrated Ac-
quisition involves preparation of anormal development
contract with a built-in option for small-scale produc-
tion. The contract Technical Evaluation Plan focuses
on “Best Value® contracting which identifies a quality
manufacturer across development and production
phases (section 5.4). A streamlined process evolved
that reduced the CIE life cycle process from 66 to 33
months (Figure 5.5). An Integrated Acquisition Team
meets quarterly to continually review and adjust the
CIE Acquisition Process to reduce cycle time and ex-
ceed customer expectations. Many productsare fielded

in less than 33 months, many within one year (Figure
6.29).

An exemplary process improvement, in the ap-
plication of IPT and IPPD tailoring, is the develop-
ment of the Guided Parafoil Air Drop System - Light
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Figure 5.5. CIE Integrated Acquisition Process

Defense Personnel Support
Center Up-Front Involvement

(GPADS-Light) within the Warfighting Rapid Acqui-
gtion Program. The IPT streamlined the system
acquisition, testing, and fielding, to deliver the user a
state-of-the-art item with current technology. This
process alowed an 18-month Type Classification
schedule, as opposed to the normal process of 48 to 72
months, and an estimated $575K cost savings (Figure
6.27).

Modeling, Simulation and Rapid Prototyping are
integral in our deployment of IPPD. We use these
tools to make trade-offs with greater surety, based on
simulated battlefield performance. We saved $1.8M,
by usng a sophisticated modeling and smulation
effort to evaluate over 1000 body armor alternative
configurations of threat, body coverage and weightsto
down-select six basic configurations for further
prototyping. Rapid Prototyping allows quick
evaluations of product designs to rapidly assess
improvements to fielded items.

Pre-Planned Improvement. During and after
product fielding, we continue to improve our products
and satisfy our customers. At times during
development, there are technica barriers that cannot
be entirely overcome. With our customer’s approval
we issue a “75%" solution, relative to meeting
customer needs. Pre-planned Product Improvement
allows us to complete development and arrive at the
100% solution, without delaying the introduction of a



critical technology or capability. This approach was
used in Force Provider, where the laundry component
and the Cold Weather Kit fell short of the
requirements.  An improved Cold Weather Kit
extended the low end operationa temperature from
32°F to -15°F, dlowing greater geographical
deployment. The improved laundry relies on
commercialy available technology and parts, and
requires 50% fewer personnel for operation, which
reduces labor costs or redistributes manpower to other
operations.

Continuous Product Improvement Program. This
program was a 1992 initiative of the NRDEC
Technical Director. Itisaninternal process, usedtofill
the gaps between known problems/deficiencies having
no formal programs. Thisflexible program allowsusto
identify technical advances in materials or compo-
nents, or develop aless expensive way to manufacture
the product, and provide rapid response to customers.
Successes include the integration of small arms bullet
protection into a fragmentation vest for use by the
Rangers (widely accepted in Somalia), as well as
modifications to a survival/extraction vest made at the
request of the Special Operations Forces. In each case,
as aresult of positive user feedback, we expect formal
development programs for performance enhance-
ments of these items.

Benchmarking.  We benchmark to improve
production/delivery process management (section
2.2). We systematically evaluate and improve our
benchmarking efforts by establishing partnerships
with recognized leaders such as Motorola. SSCOM
has adapted the Motorola licensed IPPD process for
production/delivery of our products.

Use of Alternative Technology. Alternative
technologies are used to improve production/delivery
processes, operational performance and to meet
customer requirements. At the start of each project,
our project officers conduct national and international
market surveys to capture alternative technology from
commercial, governmental and academic organiza-
tions. SSCOM has 3-D Laser Body Image Scanning
equipment, which is employed in the development of
new CIE items. This technology provides improved
capabilities as well as replaces older and less accurate
methods of obtaining body measurements necessary to
design new CIE systems. A new Center for Military
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Biomechanical Research provides improved technolo-
gies to generate or validate data used in modeling and
simulation of SSCOM items. Our International and
Foreign Intelligence Office has 20 Data Exchange
Agreements with eight countries as a means of sharing
technology between sovereign countries and moving
toward the multinational interoperability so necessary
to future Army involvements.

Customer Feedback. Customer feedback iscritical
to production/delivery process improvement. Internad
and external feedback is obtained through key
listening and learning forums (Figure 7.3) and through
formal surveys by our Operational Forces Interface
Group (section 7.4). Suggestions for process
improvement are often adopted and lead to positive
results.

5.3 Process Management: Support Services

SSCOM'’ s seven key support service processes are:
Resource Management; Human Resources; Logistics,
Information Management; Public Works; Acquisition;
and Environmental, Safety and Hedlth. Leadership
directs al support services to use the Continuous
Improvement Methodology (CIM), Figure 5.6, which
utilizes Plan-Do-Check-Act Cycles, process improve-
ment mechanisms (section 5.2), and tools in the
SSCOM Business Cycle (Figure 3.2) to continuously
improve operational performance. CIM is also part of
Figure 1.4, the SSCOM Continuous Improvement
System.
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Figure 5.6. Continuous Improvement Methodology (CIM)
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5.3a Designing Key Support Service Processes

Determining Requirements.  Support service
requirements are determined through the SSCOM
Business Plan, customer needs, and government
regulations. All support services collect and anayze
customer feedback datato design or improve processes
for performance improvements.

Translating Requirements into Efficient and
Effective Processes. Support service processes are
managed to meet customer quality and operationa
performance requirements. The support services
provide the framework for the systematic evaluation
and improvement of support service processes.
Process Action Teams (PATSs) design support service
processes to exceed customer requirements. Estab-
lished PATs include: Project Management System;
Payment; Labor Reporting; Procurement Work
Directive; Integrated Planning; Technical Evaluation
Plan; and Contract Solicitation. Aside from
formalized PATSs, management encourages teaming of
any kind to address specific issues. Teaming can be as
complex as the formal Information Systems Manage-
ment Plan PAT, which defined a long-range action
plan for SSCOM information systems, to the informal
Secretarial  PAT, which defined the roles and
responsibilities of secretaries in a personal computer
environment. New products and services resulting
from these PATs achieve time and cost reductions,
and/or a significant capability enhancement (section
7.4).

Addressing Requirements Early in Design.
Internal and external organizations participate during
theinitial design of support service processesto ensure
proper integration, coordination and capability. 1PTs
for product delivery include support service team
members to ensure we address support service
requirements early. Support service members
continuously facilitate work to ensure smooth
processing and reduced cycle time.

5.3b Maintaining Performance of Key Support
Service Processes To Meet Requirements

We use the process improvement methods
described in Figure 3.2 to systematically identify,
evaluate and improve key support service processes.

Key Processes and their Principal Requirements.
We clearly define requirements and expectations for
service support processes. PATSs specifically address
interfaces existing within the customer/support service
chain. PATsaddressthe entire spectrum of customers
and support services. A PAT for Finance and
Accounting developed a more efficient payment
process for contractors. See resultsin section 6.2. A
key process within the Information Management
support service is acquisition of automated systems
for information and data distribution and analysis.
Performance is measured through surveys of customer
satisfaction and tracking the level of automation
achieved in relation to the Information Systems Plan.

Measurements Used to Maintain Process Perfor-
mance. All key support functions use customer
surveys and focus groups to maintain performance and
measure customer satisfaction. Performance is
monitored and maintained by implementation of
system measurement plans.  Systems owners use
teams to continualy assess the quaity and
performance of key processes. Results are analyzed
and corrective actions are taken.

Customer feedback is utilized in updating or
changing support service planning documents such as
the Information Systems Plan and the Installation
Master Plan (e.g., Laboratory Revitalization Project
and Space Management Plan) (section 2.1a).
Addressing specific customer concerns often involves
a vist to customers to discuss their problems and
mutually develop solutions.

The Command and Staff Team (CAST) meets
weekly to review operations and address any process
performance problems (Figure 5.6). The CAST
identifies, prioritizes, and tracks the work of all
process action and customer focus teams. I|mplementa-
tion, integration and coordination at the senior
leadership level ensures that process performance
issues are quickly resolved (section 1.2b).

5.3c Process Evaluation and Improvement

We continually improve support service processes
to achieve exceptional quality, reduce cycle time, and
increase operational performance. See results in
section 6.2.



Process Analysis and Research. We use the steps
in Figure 3.2 and analytical tools to identify, anayze
and improve support Sservice processes. We
systematicaly verify improvements by tracking
process performance and  customer feedback.
Continuous process improvements include:

» 38% reduction in personnel by consolidating
program analyst support (section 6.2)

» Implementation of a revised Awards nomination
procedure that expands the scope of employee
recognition and reduces the nominator evaluation time
by two weeks

Benchmarking. Our benchmarking processes are
described in section 2.2b.

e A Progect Management System PAT s
chartered to look at replacements to SSCOM’s
planning and accomplishment reporting system. We
are benchmarking the Missle Command's R&D
Information Management System (RIMYS).

» The Human Resources support service imple-
mented acomputer application (Manager Plus) after a
visit to Wright-Patterson AFB.

Use of Alternative Technology. We adopt
dternative technologies to reduce administrative
processing time and costs. Examples include:
processing travel and training requests on electronic
forms; recording time and attendance electronicaly;
transferring funds electronically for pay and travel
reimbursements, and automating the requisition
process. Additional uses of alternative technologies
are the use of Fuel Cell technology (section 1.3b) to
reduce cost and improve air quality and the
establishment of a client-server architecture to
enhance communication and workplace automation.

Customer Feedback. Feedback is received from
external customers (sections 7.2, 7.3, 2.3) and from
internal customers (sections 4.3 and 4.4). Ther
combined input alows for successful process
improvement results (section 6.2). Support service
process owners use internal survey results to focus
improvement efforts. Improvements include: cus-
tomer interviews after supplier contract completion;
the Help Desk for resolution of computer problems,
reduction in cycle time and administrative burden in
the training approva process, implementation of
credit cards to reduce purchase and delivery cycle
times, and streamlining (1) the purchase request
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process, (2) the suggestion process, and (3) the
personnel action form.

5.4 Management of Supplier Performance
5.4a Communicating Requirements to Suppliers

SSCOM clearly defines quality requirements for
expected supplier performance and systematically
provides performance feedback to suppliers, through
the SSCOM Business Cycle (Figure 3.2.). Results are
in section 6.4. We use three principal quality
requirements for our suppliers:

* A thorough technical proposal that isresponsive
to the requirements and incorporates innovative
techniques and state of the art technology

* An experienced management team that is
committed to quality management

» A sound financial position with acost accounting
system that allows monitoring of costs by contract

Principal Requirements for Selecting Suppliers.
Quality is the primary consideration when selecting
suppliers.  “Best Vaue’ contracting has replaced
lowest bidder criteria. “Best Value” contracting begins
with a contract strategy meeting. Customers are
invited to the strategy meetings, assuring that each
procurement is tailored to their needs. Solicitation
Technical Evaluation Plans are designed to alow
suppliers the maximum range in proposing cregtive
solutions, and
allow us to assess the quality management systems of
suppliers. The supplier with the highest level of quality
and best record of successful performance is selected.
The principal requirements for key suppliers are
discussed in pre-solicitation/pre-award meetings. We
also provide information to our suppliers in broad
terms a regular Advance Planning Briefings for
Industry. These briefings convey to industry our long
range contracting needs and philosophies of SSCOM.

We equate customer requirements, including
performance, reliability, safety, durability and storage
with system quality requirements. Requirements are
routinely communicated to suppliers, and we
encourage them to use the IPPD/IPT approach. We
review customer acquisition and engineering needs to
ascertain quality requirements for suppliers. SSCOM
is on-line with the FACNET (Federal Acquisition
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Computer Network), part of the total package of
acquisition reform legidation enacted in 1994. This
service provides a “single face” to industry whereby
Requests For Proposal are sent to the vendor
community electronicaly.

Quality requirements are communicated to suppli-
ers through marketing studies and solicitations.
Requests For Proposals incorporate our quality
requirements. We conduct pre-bid, pre-award and
post-award conferences and make site visits to ensure
our suppliers understand and implement quality
requirements.

Evaluation of Supplier Performance. We work
with suppliers to establish long-term relationships.
Weinclude IPPD/IPT requirementsin al key contracts
such as GEN Il Soldier and GPADS-Light (section
5.2). Our senior staff meets with mgjor contractors to
review supplier performance. This provides a
seamless partnership with our suppliers to enhance
total customer satisfaction. Additional enhancement is
achieved by IPTs composed of developer, customer
and supplier members.

Feedback of Supplier Performance. Contracting
officers frequently provide feedback to suppliers on
their performance. Our Commanding General and
Deputy concern themselves with customer feedback
for strengthening the customer/supplier interaction.
|PTs may provide on-site representation at contractor
locations for performance feedback (Figure 7.4).
Representatives conduct in-process reviews and are
present during the testing of development prototypes
to verify that the items meet the performance
requirements.

5.4b Evaluating/Improving Supplier
Management

We focus on three key areas with suppliers. en-
hancing their ability to meet requirements; improving
our procurement process,; and reducing inspection and
related costs.

Reengineering the Acquisition Process. SSCOM
is a leader in the use of performance specifications
(Figure 6.43) which contributesto our overall focusof
reengineering the acquisition process. A performance
specification describes how the item being procured
must function in itsintended application. Suppliers are

accountable for the quality and performance of their
products. We apply IPPD/IPTs throughout contract
solicitation processes, supplier selection, test and
evaluation, and acceptance/delivery of the find
product. Our technical experts work closely with
suppliersto resolve any difficulties.

Quality in Suppliers. We focus on making
selections from quality suppliers. We emphasize
quality management functions and past contractor
performance, as part of a unified approach, to assure
quality is the primary consideration at al timesin the
selection of our suppliers. We continually and
systematicaly identify and evauate suppliers.

Internal Processes. We continually seek and
evaluate both internal and external feedback to
improve our procurement processes. We assign IPTs
for key acquisitions and assign dedicated buyers due to
the diversity of our procurements. We provide
feedback forms to suppliers and to internal customers
and use the returned information to continualy
improve our operational performance.

PATs anayze and improve our procurement
processes, by developing and writing manuals on the
preparation and utilization of procurement docu-
ments. For example, a 1993 PAT published a manua
entitted “How to Prepare and Execute a Technical
Evauation Plan” (1994), which is the basis for our
“Best Value’ contracting. Our Core Curriculum
Program (Figure 4.5) includes Contracting Officer
Representative classes and aclass on the preparation of
Technica Evauation Plans. This training improves
the clarity of our Requests For Proposals and technical
evauations, which makes it easier for contractors to
prepare responsive proposals and produces better
relationships with both successful and unsuccessful
offers.

Minimizing Cost to Verify Supplier Performance.
We use performance specifications, Integrated
Acquisition and tailored IPPD processes to manage
supplier performance. These tools reduce the cost of
testing and auditing to verify supplier performance.
IPTs ensure small production quantities meet our
performance requirements and they make any
necessary improvements before going to large
quantity production. Small quantity production allows
a potential cost saving of 50% or greater due to the
reduced number of items that need to be manufactured
to confirm design producibility.
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